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Quiz #02 | The Discipline of Market Leaders
Q1 | Mention three main procedure points that have been mentioned by the author of the article.
1. Customers Want Different Kind of Values. (performance, advice, Price versus repair costs)
2. “Value Discipline” or fulfilling the customers’ expectations.
a. Operational Excellence: Companies provide best total cost products for customers.
b. Product Leadership: Companies provide best performance products to customers.
c. Customer Intimacy: Companies provide close relationship with customers.

3. Offer the Best Total Cost Deal:
a. Tangible & Intangible Costs: A cheap product that breaks the next day costs more than a more expensive product that lasts a year.
b. The Transaction Environment: Stream-line the customer transaction process, Eliminate time-consuming processes, such as filling forms, during the purchase of the product or service.
c. Vertical vs. Virtual Integration: Not to own suppliers but to work with them as partners and the result: smoother distribution, greater dependability, and lower prices.
Q2 | Mention three best practices or actions that have been mentioned by the author of the article.
1. Tangible & Intangible Costs Practice: Taking a defective product to be repaired, or buying a new product, not only cost the customer money. It also costs the customer time. Although intangible, the loss of time adds to the total cost of product. Customers may feel that they are getting a better deal by paying a little more for an item that takes less time to purchase or doesn’t require return trips to the store.
2. Product-Leader People: To keep their people on  track towards a new development, managers of product-leading companies:
a. Organize the work in sets of clear challenges
b. Do not create business structures that oppress where there is no bureaucracy.
c. Emphasize cross-functional procedures in later stages of product development. (Product leaders do not want to discover too late that an engineer’s design cannot be manufactured, or it is not what customers want.
3. Become Your Customer’s Partner: If customers do not know how to use the product effectively, or lack skills necessary to achieve optimal result in their industries, the value of low-priced or advanced products will be eroded.
Q3 | Pick out one of the most important previous points and discuss its strength, weakness and whether you agree or disagree.
The most important practice is that if customers do not know how to use the product effectively, or lack skills necessary to achieve optimal result in their industries, the value of low-priced or advanced products will be eroded. This practice is really effective in keeping your current customers. If suspects and prospects have seen you leading your customers to have the best effective results from the product you are selling they will immediately become customers because they’ll feel they have paid for a product and service.
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